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Online vs. Offline 
 
It’s a noisy world! When considering all the available options for your 
content marketing strategy, you must evaluate the ROI from each 
medium. 

 
 
Obviously, completely ignoring the available tools for online content 
sharing and engagement would be foolish. However, when evaluating 
which form of content marketing generates the most “bank for your 
buck” you must consider in-person events and presentations. 

 
 
As we see in the graph above, 77% of survey respondents plan on 
increasing their use of in-person events and presentations as part of 
their overall content marketing strategy.



Why Offline? 
 
 
Let’s face it. NOTHING CAN EVER REPLACE BEING IN FRONT 
OF PEOPLE. 

 
 
There simply is no faster way to circumvent all the normal challenges 
faced when attempting to build real estate agent relationships and 
referrals. 

 
 
> Reaching Top Producers 
> Beating In-House Lenders 
> Breaking Into Closed Offices 
> Building Your Local Brand 

 
With purchase loans being the focus for most loan officers, a fast start 
to building a referral pipeline is by making presentations. 

 
Conducting group presentations is the most effective way to promote 
yourself and speed up the process of finding and converting agents to 
referral partners; if you know a proven formula for successfully 
conducting them. 

 
There is truly an art and science behind effective presentations with real 
estate agents. If you’re looking for more direction on how to capture 
more agents and build your local platform with presentations, check out 
Powerful Presentations Master Class. It’s a self-paced eLearning system 
with done for your presentations, coaching and more. 

 

6 Steps to Get Started with Content 
Marketing 

 
 
 
 

1 Determine your business goals. 
 
Before diving into content creation, it’s important to know what your 
intentions are. Do you want more leads? Want to build your online 
presence? Be seen as a trusted authority? Each is a worthwhile goal and 
possible with a good content marketing strategy.

http://www.getpowerfulpresentations.com


2 Understand who you want to 
attract. 

 
You’re looking for people like your existing good partners and 
customers. Have a clear picture of them, and know what they need and 
want from you. This step is foundational to all other efforts; without it, 
you’re aiming in the dark. 

 
 
Consider different types of content appropriate for certain types of 
clients. First time buyers vs. move-up buyers or investors. Veterans vs. 
doctors or those with challenged credit. 

 
 
 

 
 
 
 

3 Create a content matrix. 
 
This is an index of all the content you currently have or will need. It 
includes information such as title, topic, format, target audience, date, 
and location. A content matrix helps you assess your current content 
and identify gaps.



4 Assess and identify your best 
lead-gen content. 

 
Attracting new partners and customers is all about creating awareness 
and interest, so the content that works best answers client questions, 
intrigues them to learn more, and helps them get to know you your 
brand. Save the highly detailed information for later in the funnel. 

 

 
 

5 Set up a campaign calendar. 
 
Map out each campaign, medium (online vs. offline) and the content 
needed to support it, along with a weekly and monthly calendar 
targeting when you’ll produce and promote each piece of content. 

 

 
 

6 Develop a process for measuring 
and reporting. 

 
If you can’t measure it, you can’t manage it and you can’t improve 
upon it if its not measured. It’s essential to have a mechanism for 
measuring your content marketing success and driving improvements. 
Key performance indicators should include: leads generated, meetings 
booked, loans closed, referrals generated, inquiries, rate requests and 
more. 

 
 
 
 

Your Path to Success 
 
Yes, the mortgage real estate industry is changing dramatically. It’s no 
longer about information; we have information overload! It’s about 
your ability to deliver relevant and useful content to agents or 
consumers so they can make informed choices for themselves and their 
clients. 

 
That’s your job now.



The mortgage professionals that embrace this new reality are going to 
build a thriving and influential personal brand with minimal impact 
from market forces or competition. They will be victorious in adapting 
to the New Rules of Mortgage Marketing! 

 
 
The only question remaining is; what will you do with this 
information? Will you toss it aside for another day? 

 
Or will you boldly act and build your personal momentum? 

The choice is yours. 

Carpe Diem! 
 
              
Geoff Zimpfer 
Author: Instant Referrals for Mortgage Professionals 
(Available on  Amazon) 
 

Join Our Free Facebook Group 

We created the only Facebook Group where you can hang with like-minded 
mortgage professionals, get inspiration, support and ideas to help you build your 
platform, get noticed and grow your business with content marketing. No self-
serving sales pitches guaranteed. Check it out here. 

 

 

 

 
 

 

https://www.facebook.com/groups/1689903481297200/
https://www.facebook.com/groups/1689903481297200/
http://www.mortgagemarketinginstitute.com

